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Support  ActiviHes

Procurement refers to the activities involved in acquiring the
Proccoremer e
—_1 | . resources an organization needs.

It refers to how the resources and raw materials for a product or service are
sourced and how suppliers are found.

is not about the actual resources or materials themselves, but rather about the
processes and activities involved in procuring these resources

It is closely related to inbound logistics and operations

Teusnoc?rq Dereddoprent

Technology development refers to all the software, equipment, hardware,
procedures, and technical expertise that are used in the transformation of raw
materials into finished products or services.
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Value creation is the process by which a business enhances the perceived worth of its product
or service, making it more desirable to consumers. This perceived worth often exceeds the
price that the business charges. As a resulf, consumers may perceive the product or service
as offering greater benefits or satisfaction compared to what they actually pay for it
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Plaw
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StocR morRet StocR exchonge

Gwoup o{; individua] s cpote:ao.j_ buyers)

For oLe{;hsrma busSiness or tmlqs-brtl caLobaL ol moyrRet)

aes o-{; operations

RESearch
De Sigmy
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Product
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cyStomer

who buyS qoodS or Services
Provide rewemnye, wAich 15 essentin] 4or existence
BySimeSS compete for cyStomers b
° MarketrmaP o aresswej_d
. Keolqd'na Yices,
cyStomer and conSymer oare -{;reqqeﬂtj,tl ySsed ]'wsterc}»msaetml,tl
TAm distinction 1S there,

o consymers are the end_users o} the product or Service,

o cysStomer. A cyStomer (S on Individua]l or entity that qucLaSes the
product or Service, TAIS does mot 'necessmruu meon they ave the
end_ySer, For Instamnce, a parent who bqtls & toY 1S the cyStomer,
but the child who PLa:Is with the tou is the comnsSymer,

BysSineSS routimely research

o chavocteristics of thelr customers

e To ‘H’”A their mrketiﬂa strateaies and

e Ad Jqst mventory [ewvels

cyStomers ave {;reo'qe'ntj_:] cateaorlied
e OM Aemoa:a.yklcs

e LYRe aae, Income, et cetera, to dewelop a perdect cusStomer

profiLé
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cysStomer omno)ysis

ESSemntio] 'mo.rketrna component o .Stﬂltetaic business plam

Tdentifling target cyStomers, determining thelr wants and
ole-{;i'nima Kow brodyct will meet thoSe wants

cystomer amnalysis Incluydes
The administration o cuStomer .Sqrvet].s
The study o} comsymer data

Eva]yation o* mayRet PoS]’tio'nrn Stroateqies
Deyelop dewvelopment of cuStomer protiles and
The Selection of the best morRet .Seaa’me’btatio’b teckniqqe.s

n oS WS

understanding conSymer meedS Inuolves Indormoation from varioys
parties |iRe éqaers, Seljers, and creditors
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cyStomer Behayioyr
* row they purchose products
. Examine elements of bekaviour c{;reqqeﬁnc , prederence, perception)
. relp In eddective communication Witk cystomer
. Establish edtdective 'marketma stmteares
*  Providing products 4or thelr Meeds
. Retain cyStomers 4or repeat Sajes

TAimngs thot T'n-H_qe'nce cuStomer behaviour
l External tnflyences
. AdvertiSement, Peer recommendation, Socia] Morms,
. divect fmpoct on deciSion moR|
J con be divided Into two parts, companies, 'marketwa e-H;ort, and.
environmenta] element,
2 Interno) indluences
o PsycAological +actors

. Example "_motivation and attitudes
3 DeciSion maR}
° Gother l’nJSor'matrows, checR pros cons rnteamte with prior

Rnow)edqe and then taRe deciSion
. S-to.aes deciSion maR}
. Problem recogmitioh
. Seaych -{;or O§e$lrable o] ternotive ofternative
. SeeRing Indormation on available altermatives ond
compo V\E thelr pros amd cons

° MmoRe o 4ina] chojce
. more common 4or Significant purchases in compoariSon to casynl
choices, [Re fce creo.am, et cetera
4 Post deciSion processes

° Evajyote Sat]’SJgtlctlows,
. Aoppy, customer [IRely to purchose amnd recommend
J dissa I'S-Heol., wWont releo.t or vecommend



